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Intermediary business is a variety of services excluding savings 
and loan provided by commercial banks for their clients, which aims 
at gaining earnings other than interest. First of all, we discuss the 
significance for developing intermediary business with China’s 
access into WTO. Then, from the earning percentage of intermediary 
business, Portfolios, business variety, service price of products, 
calculation method of the earning percentage of intermediary business 
and other respects, we adopt the horizontal analogy of 
benefit-appraisal method to compare and analyze the earnings from 
intermediary business between Chinese commercial banks and foreign 
ones, and then weigh the benefit of intermediary business in Chinese 
commercial banks. So that we can find main reasons concerning low 
benefits of Chinese commerce banks as follows: mistaken understanding 
of intermediary business, short of development in the products of 
intermediary business, terrible loss of earnings and marketing of the 
products falling to meet demand and so on. Finally, combining with 
external society economy and policy environment, we bring forward 5 
measures for Chinese commercial banks to improve the benefits of 
intermediary business as follows: Attaching much importance to the 
development of intermediary business, Enriching the lineup of 
intermediary business, Regulating Service Charge for Intermediary 
Business Step by Step, Executing all-round marketing strategy and 
Paying much attention to risk precaution. 
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比重从 1994 年至 1998 年一直在 6.7%～9.6%之间徘徊，到 1998 年收入比重
又回落到 7.25%，仅占美国银行业 1990 年年均水平的 22.66%”。李梦觉,曾
小玲（2004）在《商业银行中间业务发展问题及战略研究》中认为“德国商
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